To guarantee sustainable international tourism market growth, challenges for international tourism advertisements (ITAs) include how and by whom they are made. Different to traditional ITAs, a new type of ITA has been created by the international tourists themselves; it contains not only pictures but also their own tour stories, and it is distributed via social media (e.g., Youtube.com). However, few studies have investigated the impacts of this type of ITA. I was challenged to empirically validate the impacts on potential tourist reactions of argument quality and the peer tourist source of ITAs. I developed my research model based on Toulmin's model of argument, institution-based trust, the information adoption model, and consumer reaction literature. I conducted the quasi-experiment using three types of ITAs that vary by argument quality and advertisement source. A total of 387 data were collected and analyzed using ANOVA and the partial least squares (PLS) analysis. The results indicate that argument quality and peer tourist source significantly increase perceived ITA quality, ITA fit-to-task and trusting belief, and decrease perceived risk. Argument quality and peer tourist source could also significantly increase tourist reactions, such as ITA adoption, planned/unplanned visit, and word-of-mouth intention. These findings could make ITAs more persuasive on social media.
Introduction
International tourism has become one of the largest and fastest-growing industries [1] . The number of international tourist arrivals is expected to increase by an average of 3.3% per year from 2010 to 2030. International tourist arrivals will increase by approximately 43 million per year and will reach 1.4 billion by 2020 and 1.8 billion by 2030 [1] . Along with this quantitative market growth, tourism could be a key driver of socio-economic progress through export revenue, job creation, and national infrastructure development. Tourism could additionally generate 29% of service exports, 11 jobs per tourist, 9% of GDP and 6% of worldwide exports [1] . In line with this trend, some private and public agencies produce international tourism advertisements to attract international tourists. International tourism advertisements (ITAs) are tourism-related advertisements targeted at potential tourists and non-tourists alike and are made by private and public agencies [1] . As a type of traditional ITA, destination advertisement shows merely the beautiful sights of the target nation. For example, the destination advertisement of the Malaysia Tourism Promotion Board, 'Malaysia Truly Asia-The Essence of Asia' shows a variety of beautiful Malaysian sights (http://www.tourism.gov.my).
Different to traditional ITAs, a new type of ITA has recently been created by tourists themselves and deployed via social media. Social media users can easily interact with a mass of friends [2] [3] [4] . Companies could strategically use social media to interact with potential consumers and to exercise more persuasive marketing practices [5, 6] . Characteristics of a new type of ITA could be described as follows: it could be made by the international tourists themselves, it contains not only pictures but also 
Elements

Description Examples Sources
Claim
The assertions or conclusions put forward for general acceptance.
If a person tries to convince a listener that he is a US citizen, the claim would be "I am a US citizen." Ye & Johnson (1995) [15] (p. 159)
Data
The evidence used to support a claim.
The person can support his claim with the supporting data "I was born in New York." VerLinden (1998) [16] Warrant
The propositions that establish links between data and claim.
For bridging, the person must supply a warrant to bridge the gap between the above claim and data with the statement "A man born in New York will legally be a US citizen." VerLinden (1998) [16] , Toulmin (1958) [17] Backing
The evidence explaining why warrant and data should be acceptable.
If the listener does not deem the warrant as credible, the speaker will supply the legal provisions as backing statement to show that it is true that "A man born in New York will legally be a US citizen by US law." VerLinden (1998) [16] , Toulmin (1958) [17] Rebuttal Statements recognizing the restrictions to which the claim may legitimately be applied.
"A man born in New York will legally be a US citizen, unless he has betrayed US and has become a spy of another country." Toulmin (1958) [17] Qualifier Words or phrases expressing the speaker's degree of force or certainty concerning the claim.
Such words or phrases include "possible", "probably", "impossible", "certainly", "presumably", "as far as the evidence goes", or "necessarily".
The claim "I am definitely a British citizen" has a greater degree of force than the claim "I am a US citizen, presumably". Toulmin (1958) [17] Toulmin (1958) argues that a hierarchy of argument exists that can be combined to enhance the veracity of a claim [14, 17] . Argument in daily communication can be composed of these six elements, in the sequential order of claim, data, warrant, backing, rebuttal, and qualifier [16] . We can imagine an exceptional combination of data without a claim, but this form would appear infrequently in daily communication [14] . Claim, data, and backing should be considered essential to make the argument more persuasive, because they frequently consist of the body of argument in daily communication [14, 16] . Someone would easily accept the claim of an argument if they could accept its data (e.g., evidence) and warrant (e.g., logic of argument) [14] . If someone could not believe in the data and warrant, the backing could provide the reason why they should be acceptable [14] . Therefore, a claim with the other composites of data, warrant and backing could be better structured to persuade others than a bare argument with a claim only [13] . Impacts of this well-structured form of argument for persuasion have been empirically validated in the context of expert system users [15] and online consumers [14] . In an advertising context, Munch et al. (1993) found that having the warrant from Toulmin's model in adverting message increases consumer's beliefs about products and attitudes toward the product [18] . Ye & Johnson (1995) [15] found that the recommendation message, which consists of elements of Toulmin's model, was more persuasive when expert system users were considering its adoption. Kim & Benbasat (2006) [14] tested the claim, data and backing structure of Toulmin's model in an online shopping context and found that this combination could enhance an online consumer's trust more than other cases of a bare argument.
Elements in a well-structured form of argument, which has the claim with the ground, are closely related to each other with logical links and orders, and someone could not easily find the void of logic in the argument. Therefore, a well-structured form of argument could cause a message receiver to evaluate the target information as highly qualified, form a positive attitude about the message sender, Sustainability 2017, 9, 1537 4 of 18 and be easily persuaded by the message sender [14, 15, 18] . Perceived information quality, information fit-to-task, trusting belief about the message sender and perceived risk of information adoption have been regarded as the antecedents of information adoption in the persuading process [19] [20] [21] . Perceived information quality refers to the information user's reaction to the characteristics of information to meet their information requirements [19] and refers to an information user's cognitive beliefs about the favorable or unfavorable characteristics of the currency, accuracy, completeness, relevance, and reliability of the information [20, 21] . Information fit-to-task refers to the extent to which information presented on a website is appropriate for performing the task at hand [22] . Perceived information quality focuses on the judgement of the target information by the various quality criteria, but information fit-to-task pertains to the practical applicability of the target information. Trusting beliefs refers to someone's belief that the partner in a social-exchange relationship is honest (i.e., has integrity and keeps promises), benevolent (i.e., is responsive to the partner's interests), and competent (i.e., has the ability to do what the partner needs) [23] . Perceived risk refers to someone's belief that uncertainty exists as to whether the desirable outcomes will be obtained [21, 24] .
A well-structured form of argument could increase these four antecedents of information adoption and persuasion. A well-structured form of argument could be logically strong and could provide more various cues and grounds to support claims than a bare argument of claim only [25] . A well-structured form of argument could cause someone to evaluate the target information as currant, accurate, complete, relevant, and reliable, thereby increasing perceived information quality. A well-structured form of argument could also provide contextual information for the data, the warrant and the backing for the claim. Also, it could provide target information in an easily adaptable form so someone could use it to perform a task in a specific situation, thereby increasing information fit-to-task. When a reader can find a claim with more various cues and grounds, a message sender has intentionally disclosed this information to help the reader; the sender is interested in keeping the reader's interest in matters of competence, benevolence and integrity and should be considered a trustable partner [14, 26] . So trusting belief in a message sender would be increased. Compared with the case in which the reader must make a decision based on a bare argument of claim only, they could escape from unexpected loss and undesirable outcomes by making a decision based on the well-structured form of argument. So, perceived risk of information adoption could be decreased [21] .
Institution Based Trust
Along with the well-structured form of argument, peer tourist source of argument could also increase the four antecedents of information adoption. Generally, in an online marketplace, online shoppers and online sellers are in a dyadic relationship [23] , and online sellers could sometimes try to cheat online shoppers by distorting the deal information using concealment, equivocation, and falsification [27] . Online shoppers can trust a community of sellers and buy something in an online marketplace because institutional mechanisms play a role to protect online shoppers from this potential threat [23] . Institution-based trust is 'the belief that needed structural conditions are present' for guaranteeing transactional success in online environment [14, 23] . An example of trust-assuring structural conditions is the intervention of an essentially trusted third party. A community of peer consumers is regarded as the essentially trusted third party, because they exist in the dyadic relationship as well [23] .
Traditional ITAs are artificially made by a governmental agency, which exists in a dyadic relationship, has a narrow view about the destination, and cannot help providing a limited amount of travel information. TCITAs could provide an amount of highly-qualified travel information, because a community of peer tourists has their own tour stories that would be accurate, completed, relevant, and reliable; moreover, TCITAs would be useful because tourists could synchronously share that information on social media platforms. Therefore, peer sources of ITAs could increase the perceived content quality of ITAs. Peer tourists can provide vivid travel information about destinations based on their own experiences, that can be easily adopted by other tourists. Therefore, peer sources of ITAs could increase the information fit-to-task of ITAs. Similar to the online feedback mechanisms, peer tourists have no need to provide fraudulent travel information, and they would want to keep their own reputation in a community of tourists by providing high-quality travel information [23] . Therefore, peer sources of ITAs could increase the trusting belief in the ITA's creator. Tourists could feel low risk by following the highly-qualified, easily adoptable tourism information from the trustable source as well in the dyadic relationship. Therefore, peer sources of ITAs could decrease the perceived risk of ITA adoption.
Information Adoption Model
The information adoption model [28] , which describes a message receiver's elaboration likelihood for information adoption and successfully captures the dual processes of a message receiver's perception, attitude and behavioral intention formation for information adoption, could be used to illustrate the effects of four antecedents on information adoption intention in this study. The information adoption model proposes two routes of information adoption as the central and peripheral routes [29] . In the central route of information adoption, a message receiver actively concentrates on the information itself and tries to understand, evaluate and judge it. When the quality of information is high, a message receiver can judge the target information to be useful and become willing to adopt it to solve problems [28] . In the peripheral route of information adoption, a message receiver would not concentrate on the information itself but on the affective aspect of the information source. When the credibility of the information source is high, a message receiver could judge the target information to be useful and then become willing to adopt it to solve the problem [29] . When too much effort and too small of a benefit would be expected to evaluate the information, when the problem is too trivial or when too much uncertainty exists, a message receiver could easily choose the peripheral route of information adoption [28, 30] . This phenomenon has been validated, especially in user reactions to the knowledge management system [28] .
If message receivers perceive the information to be highly qualified and to be adoptable in a specific situation, they concentrate on the information itself and exist on the central route of information adoption. If message receivers trust the message senders and perceive a low risk to adopting the information, the receivers consider the affective aspect of the information source and that they exist in the peripheral route of information adoption. In both routes, message receivers could perceive the information to be useful and dare to adopt it to solve the problems. So, four antecedents of information adoption in this study could increase the information usefulness and information adoption intention.
Tourist Reaction
Impacts of information usage on information user's perception, attitude and behavioral intention have already been identified [31, 32] ; I use them to capture tourist reactions. Perceived usefulness, perceived enjoyment, and satisfaction are frequently mentioned performances of information usage. Perceived usefulness refers to the perception about enhanced effectiveness achieved through the use of a service [33] . Perceived enjoyment refers to the extent to which an activity is perceived to be enjoyable, apart from any performances that may be anticipated (Davis et al., 1992 [34] , p. 1113). Satisfaction refers to favorable feeling toward the service in question [35] . Perceived usefulness and enjoyment stand for utilitarian and hedonic, respectively, performances of information usage. Satisfaction as the attitude toward the service in question mediates between the perception and the behavioral intention of information usage [36] . When information users perceive the target information to be useful and enjoyable, they form a favorable feeling toward the information usage experience and form various behavioral intentions [36, 37] .
ITA adoption, planned/unplanned visits [32] , and positive word-of-mouth intention about ITAs have been adopted to illustrate the ITA performances in this study. Message receivers will adopt the target information when they perceive it to be useful and are satisfied with the information usage experience. Two types of purchase intention exist: planned and unplanned [38] . Sometimes, a consumer has already determined their shopping plan to buy something before entering the store. A consumer could also buy something impulsively without any shopping plan [39] . A consumer could easily be attracted by the various in-store and out-of-store marketing practices that cause them to recognize that given their needs they could buy something impulsively [39] . Word-of-mouth intention refers to a customer's intention to recommend the service to others [33] . When consumers are satisfied with the service, they perceive the psychological inequity, and they frequently try to reward the service provider by spreading positive word-of-mouth to other consumers [33] .
Hypotheses Development & Research Model
TCITAs would have two salient characteristics of the well-structured form of argument and peer tourist source of argument in this study. Because ITAs are also the message for persuading potential tourists, ITAs could be a type of argument [11] . A claim of ITAs could be an assertion that the destination is attractive to visit. Data could be the beautiful pictures about the destination. Warrant could be the proposition that destination visitors would enjoy their journey, which pictures would show. Backing could be the stories, schedules, tips, knowledge, know-how, and experiences that explain how visitors enjoy their journey, such as pictures. Different from traditional ITAs, which merely show pictures, TCITAs can provide almost all the claim, data, and backing. TCITAs could be regarded as a well-structured form of argument that could be considered highly qualified information and could be easily adapted to a specific situation by providing the contextual backing information. TCITAs could also be considered as the intentional disclosure of information to help tourists and to protect tourists from unexpected loss. The argument quality (i.e., well-structured form of argument) of ITAs could increase four antecedents of information adoption. Therefore, I hypothesized the following: Hypothesis 1 (H1). Argument quality of ITAs could positively affect perceived ITA quality.
Hypothesis 2 (H2).
Argument quality of ITAs could positively affect ITA fit-to-task.
Hypothesis 3 (H3)
. Argument quality of ITAs could positively affect trust in the ITA creator.
Hypothesis 4 (H4). Argument quality of ITAs could negatively affect perceived risk.
Peer tourists could be considered as the essentially trusted third party [23] , and they have no need to distort the travel information. They could also provide an amount of accurate, current, completed, relevant, reliable and vivid travel information by posting and sharing their own tour stories in social media. This information could be highly qualified by criteria and could be adaptably applied to a specific situation, because it depends on the real experiences of peer tourists. Peer tourist could intentionally disclose and share their tour stories to help other tourists, and some tourists could escape from unexpected loss by following the advice of peer tourists. Peer tourists as a source of ITAs could increase four antecedents of information adoption. Therefore, I hypothesized the following:
Hypothesis 5 (H5).
Peer tourist source of ITAs could positively affect perceived ITA quality.
Hypothesis 6 (H6).
Peer tourist source of ITAs could positively affect ITA fit-to-task.
Hypothesis 7 (H7).
Peer tourist source of ITAs could positively affect trust in the ITA creator.
Hypothesis 8 (H8). Peer tourist source of ITAs could negatively affect perceived risk.
If tourists perceive the ITA to be highly qualified and adaptable to their own travel, they concentrate on the ITA itself in the central route of information adoption. If they trust the source of ITAs and dare adopt the advice in an ITA, feeling low risk, they consider the affective aspect of Sustainability 2017, 9, 1537 7 of 18 information source in the peripheral route of information adoption. A tourist could perceive the ITA to be useful and to be enjoyable in both utilitarian and hedonic performances of content consumption. ITAs can innately create the fantasy about the destination and should be enjoyable. TCITAs could cause tourists to acknowledge the social presence of peer tourists, and they could easily feel a sense of relatedness [40] . It could be the source of intrinsic motivation for a tourist to consume the ITA. Therefore, I hypothesized the following: Hypothesis 9 (H9). Perceived ITA quality could positively affect the perceived usefulness of ITAs.
Hypothesis 10 (H10).
Information fit-to-task of ITAs could positively affect the perceived usefulness of ITAs.
Hypothesis 11 (H11).
Trusting belief in ITAs could positively affect the perceived usefulness of the ITA.
Hypothesis 12 (H12).
Perceived risk could negatively affect the perceived usefulness of ITAs.
Hypothesis 13 (H13)
. Perceived ITA quality could positively affect the perceived enjoyment of ITAs.
Hypothesis 14 (H14).
Information fit-to-task of ITAs could positively affect the perceived enjoyment of ITAs.
Hypothesis 15 (H15).
Trusting belief in ITAs could positively affect the perceived enjoyment of ITAs.
Hypothesis 16 (H16). Perceived risk could negatively affect the perceived enjoyment of ITAs.
If tourists perceive the ITA to be useful and enjoyable, they could form favorable feelings toward the ITA, be satisfied with the ITA consumption experience, and then form various positive behavioral intentions [36, 37] . When online shoppers are satisfied with the service, they intend to purchase this product and service [41] , to follow the advices and recommendations of the service provider [28] and to spread the positive word-of-mouth about the service and the service provider [33] . Tourists who are satisfied with ITAs will visit the destination by following the ITA and spreading the positive word-of-mouth about the ITA. Therefore, I hypothesize the following: Hypothesis 17 (H17). Perceived usefulness could positively affect the satisfaction. I decided to control variables such as media richness [42] , information overload [43] , involvement and expertise [28] , because ITAs could be deployed in social media and because these four variables are considered as the major exogenous variables to influence the process of multimedia contents adoption. Media richness theorists [25, 42] argued that media richness and information overload, as the cue convey-ability of media and absorptive capacity of media users, could affect the information adopter's reactions. Sussman and Siegal (2002) [28] argued that the involvement and expertise in the information issues could be regarded as the motivation and ability factors of the information adopter, and that they could also affect the information adopter's reactions. Also, I adopted the privacy concern as the marker variables to check the common method bias. My research model is shown as Figure 1. factors of the information adopter, and that they could also affect the information adopter's reactions. Also, I adopted the privacy concern as the marker variables to check the common method bias. My research model is shown as Figure 1 . 
Hypothesis 18 (H18)
.
Methodology
Operationalization of Constructs
Measurement items of each construct were adapted from the previous studies to guarantee validity [44] . Because each construct has more than three measurement items, I performed the two validation processes in two stages [45] . I recruited five professionals (e.g., professors in Managment Information Systems and Marketing) and followed their advice to change words and expressions to access the face validity of measurement items. I also recruited ten graduate students to access understandability and clarity of the meanings of the material. Measurement items of each construct are shown in Table 2 . 
Methodology
Operationalization of Constructs
Constructs
Measurement Items Sources
Data Collection
I performed the quasi-experiment to verify my hypotheses in this study [47] . Laboratory experiment methods could have advantages in maintaining the internal validity of research by controlling exogenous variables, but they could not entirely reflect the practical applications [47] . Survey methods could not be applied in this study, because I had difficulty in recruiting the potential tourists on social media, because social media was reluctant to recruit users because of consumer protection policies [48] . For performing the quasi-experiment, I captured three types of ITAs on Youtube.com. Three types of ITAs could vary by the argument quality and the source of advertisement. The first one (group A) is a typical destination advertisement of the traditional ITA. This ITA was made by the governmental tourism agency, and it shows a series of beautiful pictures of the destination (e.g., https://www.youtube.com/watch?v=OVaEq4Sk5D8). It is an ill-structured form of argument, which consists of claim with data. The claim of this ITA could be an assertion that Korea could be an attractive destination to visit. Data could be a series of beautiful pictures in Korea. The second one (group B) was also made by the governmental tourism agency, but it shows a series of beautiful pictures and narrates the stories, tips, and travel advice about the destination (e.g., https://www.youtube.com/watch?v=ck3s0T2n6Ao). It could be regarded as a well-structured form of argument, because it consists of a claim with data, warrant, and backing. With the above claim and data, its warrant could be the proposition that visitors in Korea could enjoy their journey with the pictures shown, and its backing could be the stories, schedule, tips, knowledge, know-how, and experiences explaining how visitors to Korea could enjoy their journey with similar pictures. The third one (group C) was made by peer international tourists, but it could be regarded as the typical destination advertisement which shows a series of beautiful pictures (e.g., http://www.youtube.com/watch?v=rx2whStnQsk). The difference between the first and second one is the argument quality of the ITA, and the difference between the second and third one is the source of the ITA.
The population is the potential tourist who has not been exposed to TCITAs. I recruited volunteer student participants. A total of 400 participants were recruited, but 8 among them could not participate in the quasi-experiment for their own private reasons. Then, 392 participants were randomly assigned to each group. The participants in each group were exposed to one of three ITAs, and participants were requested to fill in the survey material. $10 per participant was paid to encourage sincere responses. Five responses were irresponsible (all responses were 1 or 7), and 387 responses were gathered for analysis. The demographic data of participants is shown in Table 3 . 
Analysis and Results
The argument quality and the source of ITAs were manipulated in this study, and I performed two stages of ANOVA and partial least-squares (PLS) analysis to verify my hypotheses. I performed ANOVA to verify the impacts of the argument quality and the source of ITAs on four antecedents of information adoption (H1~H8). ANOVA results indicate that the means between groups were significantly different from one another and that the mean of group C was significantly higher than the others in the order of group C, B, and A in three antecedents of information adoption (this order could be reversed in the perceived risk). Upper bounding and lower bounding of means were not superposed with one another. The difference between group A and B reflects the impact of the argument quality of the ITA, and the difference between group B and C reflects the impacts of peer tourist source of the ITA. Therefore, it could be argued that the argument quality and peer tourist source of the ITA can significantly increase the three antecedents of perceived ITA quality, ITA fit-to-task, trusting belief of an ITA creator, and decreased perceived risk of ITA adoption. Therefore, H1~H8 were supported. ANOVA results are shown in Table 4 . The remaining hypotheses were validated by PLS analysis [49] , which is simple and reliable, needs relatively small amounts of observation, and is adopted in various contexts [50] . The PLS algorithm is performed in two stages of analysis, one of which assesses the reliability and validity of the measurement model, and the other of which assesses the causality of the structural model.
Measurement Model
It is possible to examine the average variance extracted (AVE) and composite reliability to assess the convergent validity of constructs and the reliability of measurement items [51] . AVE values should exceed the 0.50 cut-off level, and they indicate that the majority of the variance could be explained by each construct. Composite reliability values should exceed 0.70 cut-off levels, and they indicate that the indicators are internally consistent [52] . AVE and composite reliability values are shown on the left side of Table 5 . I could compare the square root values of the AVE of each construct with the correlations of the other constructs to access the discriminant validity, which means that a construct should be different from the other constructs [53] . All square root values of AVE (which are diagonal values in the right part of Table 5 ) exceed the correlations of the other latent variables (which are off-diagonal values in the right part of Table 5 ) [50] .
We could also access the convergent and discriminant validity to compare the factor loadings of indicators of a construct with the factor loadings of the other constructs. Indicators should have higher loadings in their construct than any other constructs [50] . Factor loadings in a construct were higher than the cross-loadings of any other constructs in Table 6 . Factor loadings and cross-loadings are shown in Table 6 . Considering all of these assessments, I could confirm the convergent and discriminant validity and reliability of my measurement model to be adaptable. Because the data was collected using surveys, common method variance (CMV) could affect the results of this study. I used the marker-variable technique to access CMV. I added a theoretically unrelated variable (i.e., privacy concern) as the marker variable. If the co-efficient is less than 0.10, CMV is not substantial and serious. The results indicate that CMV was not substantial because the average correlation coefficient was close to 0 (r = −0.007, n.s.).
PLS Analysis Results
The hypotheses from H9~H22 were validated using 200 iterations of the bootstrapping technique in PLS algorithm [54, 55] . The explanatory power of each dependent variable could be accessed by checking its R 2 value. I assessed the standardized path-coefficient and p-values of each path, which is the two-tail test result with a significance level of 0.05. The PLS results are shown in Figure 2 . All hypotheses except three (H5: the path from perceived ITA quality to perceived usefulness, H10: the path from information fit-to-task to perceived enjoyment, and H12: the path from perceived risk to perceived enjoyment) were significantly approved. Because the data was collected using surveys, common method variance (CMV) could affect the results of this study. I used the marker-variable technique to access CMV. I added a theoretically unrelated variable (i.e., privacy concern) as the marker variable. If the co-efficient is less than 0.10, CMV is not substantial and serious. The results indicate that CMV was not substantial because the average correlation coefficient was close to 0 (r = −0.007, n.s.).
The hypotheses from H9~H22 were validated using 200 iterations of the bootstrapping technique in PLS algorithm [54, 55] . The explanatory power of each dependent variable could be accessed by checking its R 2 value. I assessed the standardized path-coefficient and p-values of each path, which is the two-tail test result with a significance level of 0.05. The PLS results are shown in Figure 2 . All hypotheses except three (H5: the path from perceived ITA quality to perceived usefulness, H10: the path from information fit-to-task to perceived enjoyment, and H12: the path from perceived risk to perceived enjoyment) were significantly approved. 
Discussion
ANOVA results indicate that the argument quality and peer tourist source of ITAs could significantly increase the perceived ITA quality, ITA fit-to-task and trusting belief of an ITA creator, and could decrease the perceived risk of ITA adoption. This result means that TCITAs-which are the claim with data, warrant and backing-could be a highly qualified and trustable type of ITA. This result is consistent with the findings of Kim & Benbasat (2006) stating that the trust-assuring argument composed of claim, data, warrant and backing could promote trusting belief in Internet stores [14] . Along with PLS results, the argument quality and peer tourist source of ITAs could significantly increase perceived usefulness, perceived enjoyment, and satisfaction, and could increase ITA adoption, planned/unplanned visit and word-of-mouth intention of the potential tourists. These results could also be consistent with prior studies' findings that the effectiveness of ITAs could be determined by the destination awareness [8] and destination visit [9] . The results of this study successfully capture how the argument quality and peer tourist source of ITAs could induce the potential tourists' perceptions, attitudes and behavioral intentions toward the ITA. We can observe the logical path for how the argument quality and peer tourist source of ITAs could increase the various positive perceptions of perceived ITA quality, ITA fit-to-task, trusting belief of 
ANOVA results indicate that the argument quality and peer tourist source of ITAs could significantly increase the perceived ITA quality, ITA fit-to-task and trusting belief of an ITA creator, and could decrease the perceived risk of ITA adoption. This result means that TCITAs-which are the claim with data, warrant and backing-could be a highly qualified and trustable type of ITA. This result is consistent with the findings of Kim & Benbasat (2006) stating that the trust-assuring argument composed of claim, data, warrant and backing could promote trusting belief in Internet stores [14] . Along with PLS results, the argument quality and peer tourist source of ITAs could significantly increase perceived usefulness, perceived enjoyment, and satisfaction, and could increase ITA adoption, planned/unplanned visit and word-of-mouth intention of the potential tourists. These results could also be consistent with prior studies' findings that the effectiveness of ITAs could be determined by the destination awareness [8] and destination visit [9] . The results of this study successfully capture how the argument quality and peer tourist source of ITAs could induce the potential tourists' perceptions, attitudes and behavioral intentions toward the ITA. We can observe the logical path for how the argument quality and peer tourist source of ITAs could increase the various positive perceptions of perceived ITA quality, ITA fit-to-task, trusting belief of an ITA creator, perceived usefulness, and perceived enjoyment and could decrease the negative perception of the perceived risk of ITA adoption. Also I found the progressive impacts of these changes on satisfaction as the general attitude and four beneficial behavioral intentions. We can successfully observe the detailed causal relationships between the independent and dependent variables.
Results could also contribute to implications about how we can make more persuasive ITAs by suggesting a well-structured form of ITAs and by suggesting the strategical use of peer tourist sources of ITAs, which is a type of user-created content (UCC). Results of this study indicate that the well-structured form of ITAs should contain the claim with data and backing (i.e., advertisement copy with picture and stories). Compared with traditional ITAs that contain a claim only (i.e., advertisement copy) or a claim with data (i.e., pictures), the well-structured form of ITAs could be more persuasive to potential tourists. The results of this study also indicate that the peer tourist source of ITAs could increase various dependent variables, and it means that we could strategically use the peer tourist's tour story UCC on social media as the ITA for attracting other international tourists.
Some of my hypotheses were rejected in this study. These are that perceived ITA quality could not significantly increase perceived usefulness, ITA fit-to-task could not significantly increase perceived enjoyment, and perceived risk could not significantly decrease perceived enjoyment. To explain why these paths could not be confirmed, I performed an additional interview with several participants of the quasi-experiment. Interviewees said that perceived ITA quality could not always guarantee the perceived usefulness of ITAs, because ITAs that were too high in quality could make a potential tourist feel as if there was too much information about the destination. Tourists always have limited time and resources to visit and enjoy the destination, but they could not easily determine their own travel plan when too many opportunities exist. They also said that ITAs that were too complete could not attract the potential tourist when tourists already know too many things about the destination. They said that ITAs that are too accurate could sometimes undermine the fantasy about the destination when ITAs show some negative aspects of the destination. Interviewees also said that ITA fit-to-task could not always guarantee the perceived enjoyment of ITAs. They said that tourists are not simple information adopters; they will sometimes make their own travel plans to enjoy the destination in their own ways. ITA fit-to-task, which means adoptability in a specific travel situation, could undermine novelty and serendipity of the destination and the autonomy of tourists and could decrease perceived enjoyment. Interviewees also said that perceived risk could not always decrease the perceived enjoyment of ITAs. They said that one travel goal is to feel thrilled by performing challenges in the destination, and some tourists could regard the endurable risk to be one source of enjoyment in the destination. Tourists react dynamically, and the abovementioned interview results could not be expected in the design stage of this study. Reflecting on these unexpected reasons, some future studies could more thoroughly investigate the impacts of ITAs on tourist reactions.
Conclusions
This study empirically validated the impact of argument quality and peer tourist source of ITAs on tourist reactions. ITAs are a novel research area both in information systems and tourism, and the challenges to investigate how ITAs should be structured and by whom ITAs could be made would be beneficial to create more persuasive ITAs. I found that the argument quality and the peer tourist source could be essential elements for attracting potential tourists and causing them to visit the destination. Findings could provide some academic and practical implications to design ITA. Some academic implications and contributions could be considered as follows. First, I successfully captured TCITAs, which are a type of UCC and a new phenomenon on social media with potential as a powerful marketing practice, and I tried to include this artifact in the research area. I identified two salient characteristics of ITAs-the argument quality and the peer tourist source-and successfully validated their impacts on the various tourist reactions. Second, I reintroduced Toulmin's model of argument, which insightfully explains what structure of argument could be needed for composing more persuasive arguments. Despite the simplicity and clarity of this model, few studies have adopted it to explain the process of persuasion [14] .
Some practical implications could also be considered. First, ITAs-which are a well-structured form of argument with a claim, data, warrant and backing-could provide practical implications for designing and creating ITAs in the tourism industry. The role of pictures as data has already been validated to make effective ITAs. The results of this study should emphasize the role of stories, tips and advice in ITAs as backing, which is the ground supporting data and warrant and would be essential to make logically strong ITAs and critical to make them more highly qualified and persuasive. Second, I introduce a case for how the tourism agency and company could strategically use social media platforms to enhance their business practice [56] . The user-created content (UCC) of the international tourist's story could be used to manipulate the peer tourist sources of ITAs. Social media users could be the source of UCC and their tour-related UCC could be strategically used for attracting other international tourists. I proposed the power of a community of tourist as consumers, co-creators, and sustainable market structure developers. Lots of social media users could interact with their friends, could voluntarily create their own UCC, and could share it with themselves on social media. TCITAs could be examples of this UCC, and findings of this study could provide implications about how it could be used for enhancing business practices to attract other tourists, for encouraging peer tourists to reciprocally post their stories in social media, and for building a sustainable structure for market growth. In one example, a Korean tourism agency used a UCC contest campaign to motivate tourists to create their own ITA, which is 'To me, Korea is . . . ' (e.g., http://www.youtube.com/watch?v=5o7OXgJRud0). This example could be referred to by other governmental tourism agencies.
There are many inescapable limitations in this study. First, I captured three types of ITAs from social media that vary by the argument quality and source of the ITAs. In fact, I should have used four types of ITAs (in the 2 × 2 matrix) and captured the case of a high argument quality and a peer tourist source for my research design. However, I could not find any fit samples of TCITAs on Youtube.com. Second, the quasi-experiment method was used in this study, but a variety of research methods could be adopted in future studies. Third, subjects of this study are potential tourists, but the majority of subjects were voluntary students. Recruiting real tourists in various culturally different settings [10] could be beneficial to capture events in the real world and to enhance the external validity of this study. Fourth, future studies could gather the big data of tourist's reactions about ITAs and travel experiences. Despite these limitations, I expect that the findings of this study could contribute in designing ITAs and could inspire other researchers to make more persuasive ITAs and to create a sustainable tourism market structure.
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